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Abstract 
This business plan examines the viability of using Unmanned Aerial Vehicles (UAVs), 
otherwise known as aerial drones for asset management inspections. The UAVs are equipped 
with high-resolution cameras for photo and video documenting of asset conditions. The business 
plan includes a cost-benefit analysis for inspecting assets located in remote regions of British 
Columbia and Yukon and compares this rate structure with other inspection options. This plan 
concludes with a comprehensive financial analysis determining capital start-up costs, a break-
even analysis, a 5-year financial pro forma, and a risk assessment.  
Keywords: Aerial Drones; Aerial Photography and Video; Asset Management; 
Unmanned Aerial Vehicles; Unmanned Aerial Systems;  
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Executive Summary 
Opportunity Statement  
 Coaction Incorporated is offering companies a progressive way to inspect and 
archive records of fixed asset conditions with a combination of aerial photo and videos.   
By recording this data through a combination of technologies, Coaction is able to reduce 
remote asset inspection expenses. In today’s economy, this cost reduction is paramount to 
success. Companies that own large quantities of fixed assets such as railway tracks, 
utility towers, power poles, power lines, mine tailings dams, pipelines and wind turbines 
can benefit from this cost reduction. Coaction will provide this inspection service to help 
companies ensure their remote assets are properly maintained for safety, the environment 
and customers.   
Business Concept  
 Coaction is offering a low-cost alternative to expensive routine asset inspections 
involving specialized labour ($40/hr.), helicopters ($9,500/day) and/or heavy-duty bucket 
trucks ($3,500/day). This substitute service offers the same capabilities in inspecting 
remote assets up to 300’ tall, for a cost structure of $3,000/day, or alternatively a cost 
structure that is contracted per asset inspected.  
The value proposition of Coaction’s substitute service is documenting the 
conditions of remote assets using high-definition photo and video, and formatting this 
collected information into usable digital archives for team decision-making tools. The net 
benefit of this is both cost savings, as well as valuable interactive data records for 
improved asset management.  
The technologies Coaction controls to reduce asset inspection costs include (1) 
remote access vehicles, (2) aerial robotic technology or drones, (3) high-resolution 
cameras, (4) photo and video software integration and (5) global positioning system 
technologies.  
The Team  
 In order to provide this asset inspection information from “field to screen”, our 
human resources consist of UAV pilots, videographers, software engineers, executive 
 v 
managers, and a mechanical engineering technologist. Providing a complete asset 
inspection service is well suited for Coaction’s team who are proficient in business 
development, contracting, marketing and sales.   
Target Markets   
 Coaction’s target markets are companies involved in energy, mining, 
telecommunications and transportation. Companies active in these sectors own large 
amounts of long-term assets installed throughout British Columbia and Yukon. In order 
to determine repair, replacement and reconstruction schedules/costs, these companies are 
required to complete regular inspections on their operating infrastructure.  
Marketing Approach  
 Coaction will focus on brand visibility and communicate its value proposition 
directly to project managers and executive managers. These communications will focus 
on cost savings and on the benefit of digital archives. Engaging these marketing and sales 
channels directly is essential to gain potential contract opportunities, something Coaction 
will promote with introductory pilot projects and/or bid tenders. Coaction has allocated 
30% of its start-up costs to a business development manager who is responsible for 
developing and managing customer service relationships.  
 Additionally, the company will coordinate indirect marketing campaigns 
($12,000/year) through social media with visual and graphic information directly back 
linking the company’s informative website and contact page. In the marketing plan, 
Coaction has allocated 300 hours a year to managing their company website, email 
newsletters, Instagram, Facebook, Twitter and LinkedIn. Brand visibility on these social 
media feeds will expand Coaction’s network.  
The Financial Plan  
 Considering both the operating costs of the business, as well as the projected 
Accounts Receivables (A/R) in large business-to-business contracts, Coaction requires 
$125,000 dollars to adequately manage cash flow during the business start-up. Coaction 
will manage start-up capital over a projected six month A/R turnover, or 180 days cash  
(See Figure J – Monthly Operational Cost Analysis).  
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 Conservative estimates of this business opportunity, using a discounted cash flow 
of 20%, predict an equity holding is possible of $252,554 by year 5. In order to achieve 
this business goal the following inspection flight days are required for Coaction’s aerial 
drones each business year: 60 flight days (year 1), 90 flight days (year 2), 120 flight days 
(year 3), 160 flight days (year 4) and 160 flight days (year 5).  
 A break-even analysis determined that Coaction must sell a minimum of 66 flight 
days for their UAV centred inspection services each year. Details of this break-even 
calculation are predicted in this business plan, where a 5-Year Pro Forma details 
important financial information such as asset depreciation, projected annual maintenance 
costs for UAVs and other evidence-based information.  
Risk Summary  
 Coaction’s business start-up is considered a high-risk venture because it is 
undetermined if the company can maintain a long-term competitive advantage for its 
service offering. Although it is recognized that aerial drones will disrupt many current 
organizational operations, it is difficult to predict just how rapidly this transition will 
occur. Both market research from Unmanned Systems Canada, and recent data from 
Transport Canada (See Figure C), highlight a growing UAV market opportunity; 
however, correlating this information into an accurate risk assessment of this business 
opportunity is a challenge. Coaction recognizes the most important market factors 
affecting the supply and demand of this business opportunity as:  
 Increasing market competition year over year because of low barriers to 
entry ($20,000 – 30,000 dollars for a commercial drone equipped with 
high-resolution camera technology). Transport Canada data reported an 
increase in commercial UAV licenses of 300% each consecutive year 
during 2010, 2011 and 2012. In 2013 and 2014, commercial licenses for 
UAVs increased by 200% and 166% respectively. Considering this data 
Coaction assumes market competition will double every year.  
 Increasing buyer’s power and the threat of forward integration are highly 
likely to occur over the next 5 years. Coaction predicts that over 50% of 
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those target markets across industry sectors will adopt aerial drones 
directly into their business operations by year 5.  
At this assumed rate of forward integration, and the convergence towards a 
competitive business environment (acknowledging buyer’s power), conservative 
estimates of market demand for small to medium sized aerial drones services are 
expected to be reduced by 37.5% around year 3. Table E  – Competition vs. Market 
Opportunity in the business plan highlights this supply and demand correlation estimating 
up to 50 potential competitors in year 3, and over 100 potential competitors in year 5. 
Other significant risk factors inherent to this business opportunity include:   
 High maintenance, repair and/or replacement costs for aerial robotic 
technologies, as well as other light industrial equipment ($20,000 - 
$30,000 per drone)  
 Operational downtime due to equipment failure (1 to 2 weeks for parts)  
 High employee training costs and difficulties with employee retention 
(due to extensive travel expectations on staff)  
Purpose of this Plan  
This business plan was written to outline the required capital cost of aerial drone 
technology in comparison to the potential Return on Investment (ROI) of a business 
model using this technology. Although the risk of this business venture is high, and the 
market cost for aerial drone inspections could commoditize to as low as $2,000/day by 
year 5, Coaction can operate at this lower market threshold profitably.  
The company’s expected gross margins prior to a discounted cash-flow technique 
at the contract rate of $3000/day are: 17.4% in year two, as influenced by start-up costs; 
28.1 % in year 3; and around 32% in years 4 and 5 (See Financial Analysis). The inputs 
for this calculation included a $125,000 capital investment, which is necessary to manage 
start-up financing.  
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Glossary 
Asset Management  For the purpose of this business plan this term is used to describe 
the process of inspecting, maintaining and monitoring the 
condition of fixed or tangible assets owned by a company 
(Aerial) Drones  Robotic technology capable of flight (See unmanned aerial 
vehicles) 
Global Positioning 
System  
A system of satellites and computers used for navigation by 
pinpointing the exact longitudinal and latitudinal coordinates of a 
location  
Specialty Flight 
Operations 
Certificate 
This is the current license approval certificate administered by 
Transport Canada regulating unmanned aerial vehicle or aerial 
drone flights for commercial purposes. 
Remote Access 
Vehicles 
ATVs, side x sides or snowmobiles 
Thermal Imaging A special camera lens that captures light and heat through infrared 
spectrums. Currently this technology is combined with unmanned 
aerial vehicles for search and rescue operations.  
Multispectral 
Imaging 
A special camera lens that captures data imagery from specific 
electromagnetic spectrums. This highly sensitive technology 
combined with unmanned aerial vehicles is currently used to 
monitor agricultural yield by providing insights into the health of 
crops.   
Unmanned Aerial 
Vehicles 
Throughout this business plan this term refers to aerial robotic 
technologies capable of commercial flight applications. 
Vertical Asset 
Infrastructure 
For the purpose of this business plan this term is used to describe 
company assets such as utility towers, power polls, high-voltage 
power lines, telecommunications towers and wind turbines.  
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1.0 Methodology  
 To complete this business plan, market research was compiled to investigate how 
companies in Canada are using Unmanned Aerial Vehicles (UAVs), otherwise known as 
aerial drones, for commercial purposes. The market research on UAVs began with 
literature reviews pertaining to this emerging technology and was supported by key 
informant interviews of those early adopter companies currently piloting their UAVs for 
various commercial applications.  
 These contact points were helpful in providing critical insights about successful 
business models. Through these interviews, company owners were not only excited to 
discuss various applications for this emerging technology (such as aerial surveying and 
aerial photography), but also provided useful information about the cost structure of their 
business operations. This information included details about pre-flight consultation 
charges, daily rates for piloting UAVs and other information pertaining to Transport 
Canada’s flight regulations.   
 To estimate the 5-year financial pro forma that is a foundation of this business 
plan, other research sources were consulted to determine the strengths, weaknesses, 
opportunities and threats in this emerging business sector. These sources included:    
 Email correspondence to those commercial industry services providers currently 
piloting drones for various utilitarian applications  
 Email correspondence to UAV product engineers and sales representatives  
 Email correspondence to Transport Canada agents responsible for drafting 
commercial UAV regulations 
 Discussions with BC Hydro regional managers, and other project managers about 
the potential for UAVs to improve asset management procedures, and   
 Research into UAV organizations such as the Canadian Centre for Unmanned 
Vehicle Systems (CCUVS) and the Unmanned System Canada (USC) 
After this preliminary research, this business plan was completed to include a 
comprehensive five-year financial analysis, capital start-up projection, break-even 
analysis and a risk assessment using a discounted cash-flow technique. In addition, a 
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business strategy for Coaction was developed to ensure successful photo and video UAV 
services throughout remote locations of BC and Yukon.  
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2.0 Business Overview  
2.1 Business Introduction   
 Coaction is a start-up company incorporated under a business partnership in 2015 
that evolved in a SFU program, the EMBA in Aboriginal Business and Leadership. 
Coaction was formed to provide both photo and video inspection services to companies 
owning asset infrastructure in isolated locations throughout British Columbia and Yukon.  
 How does Coaction deliver these services? The company is able to complete asset 
inspections in both summer and winter by operating Remote Access Vehicles (RAVs) 
such as ATVs, side x sides and snowmobiles; navigating to remote asset installations 
using Global Positioning Systems (GPS); and piloting UAVs over pre-planned flight 
patterns (in line-of-sight of aircraft) to maintain compliance with Transport Canada 
regulations. The purpose of managing this combination of technologies is to collect 
camera perspectives of a company’s asset conditions, which are then processed by our 
internal team of videographers.  
 Once this digital data has been submitted, companies can review their assets and 
access archived information at a future date or meeting. For example, Coaction can 
provide formatted HD imagery and video-clips documenting key points of interest on 
Vertical Asset Infrastructure (VIAs) such as wind turbine blades or structural points on 
utility towers.  
 Coaction is able to deliver low-cost digital information to asset management 
teams, and executive managers responsible for budget allocations. The digital tools are 
capable of informing asset management divisions of required repairs, critical structural 
safety concerns and other information influencing rates of asset depreciation. This data 
improves maintenance schedules and anticipates when natural encroachments (such as 
tree growth) will become a problem. Having this digital data in archive can also be 
productive in maintaining the tacit knowledge of routine asset management procedures, 
which can decrease when experienced human resources retire, or depart from a company.  
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Seven Remote Site Assets Coaction Inspects 
The company provides digital team decision-making tools by documenting the following 
seven remote site industrial assets:  
1) Power pole and power line inspections (tree encroachment, insulator 
conditions, structural connections & woodpecker holes) 
2) Utility tower inspections (static/phase line saddle pins, insulator 
conditions & structural points) 
3) Telecommunication infrastructure inspections (structural points)  
4) Railway line inspections (structural points, natural encroachments)  
5) Wind turbine inspections (major defects, turbine blades & tower) 
6) Gas pipeline inspections (leak detection, natural encroachments)  
7) Tailings damn inspections (settlement, rapid saturation, change in 
geometry)  
2.2 Vision and Mission  
 Coaction is committed to maintaining excellent customer service and providing 
photo and video services for documenting remote asset conditions. Coaction’s goal is to 
become the number-one service provider in BC and Yukon by:  
 Providing both photo and video resources more efficiently then competitors (price 
matching).   
 Managing the risk associated with operating RAVs, and piloting UAVs to deter 
client companies from adopting this technology themselves. 
 Increasing our value proposition by developing smart software applications 
capable of rapidly improving the examination of asset infrastructure (example: 
key word search tools and GPS coordinate search tools).  
 Exploring how new innovations in camera technology have the potential to 
improve asset inspections (ex. Thermal and multispectral imaging).  
 Networking with, and managing sales channels productively as a reliable UAV 
service provider.   
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2.3 Asset Management (Background)  
 Fixed assets - recorded on a company’s balance sheet - refer to the associated 
infrastructure and/or buildings required by a company to maintain their productive state 
of operations. Companies like BC Hydro or Yukon Energy, who both own highly 
technical (fixed) assets such as high-voltage power lines and utility towers, are 
responsible for managing procedures, defining protocols and inspecting their asset 
conditions regularly. These electrical utility companies must maintain their asset 
conditions (in summer and winter) because customers depend on this continuous service 
to power and heat their homes. Alternatively, railroad companies like CN Rail or CP 
Rail, and energy companies such as AltaGas  (Owning Bear Mountain Wind Park1), must 
maintain railway and wind turbine conditions respectively to ensure public safety.  
Other companies such as TransCanada, which owns pipeline infrastructure for oil and 
gas, must inspect their assets frequently to avoid natural encroachment.  
 These asset inspections are costly because they require specialized human 
resources along with other expensive equipment. Table A estimates the day rate of these 
remote asset inspections using the hourly cost structures for specialized labour, helicopter 
services and rates of larger bucket trucks. The table shows specifications from a 
Eurocopter AS350 B3 helicopter to more accurately estimate helicopter fuel costs:  
 $40/hr. + fuel for high-cost specialized labour (30-$50/hr.)  
 $1000/hr. + fuel for expensive helicopters services ($700-$1250/hr.)2, and  
 $300/hr. + fuel for larger bucket trucks (125’ or greater, $350/hr.)3 
  
                                                 
1 The Bear Mountain Wind Park features a single row of 34 – 3 MW wind turbine 
generators (each turbine is 255 ft. tall), and separated by 500 ft. along the mountain ridge. 
The site covers approximately 25 hectares and accessible by RAV.  
2 Baileys Helicopters Ltd quote: $1250/hr. (fuel included)  
3 BlueLine Rental quote: $2700/day (Operator not included)  
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Table A – Costs of Remote Asset Inspections  
Budget   Cost Per Day   Fuel Charge  Total Cost Per Day (8 hr)  
2 Technicians $80/hr ($40/hr/tech)  N/A $640/day  
Helicopter (20 
gal/hr)  
$1000/hr  $960/day  $8960/day  
Heavy Duty 
Bucket-truck 
(125’) 
$2800/day  $175/day  $ 2975/day  
*Eurocopter AS350 B3 Astar, JET A/B Fuel Type – 190 litres/hr @$6.00/gallon 
*The cost of contracting helicopters for remote asset management has a day-rate 
combined with two technicians of over $9,500/day.  
*Alternatively, if the asset under inspection is reachable by heavy-duty bucket truck the 
cost with two technicians is over $3,500/day.  
 Over the past decade, companies offering inspection services for remote assets 
have utilized both helicopters and bucket-trucks; both of these methods are highly 
expensive (Eurocopter AS350 B3 Astar $1.5 - $2 M4; Bucket Truck $150 - $230 K5). In 
the last decade however, advancements in (1) aerial robotic technology, (2) camera 
inspection technology, and (3) intelligent open-source software coding make these 
inspections operations not only more efficient, but also readily available to department 
heads. The combination of low-cost technology combined with an RAV now has the 
potential to disrupt the business markets of those companies using expensive heavy-duty 
assets such as helicopters and bucket trucks. 
2.4 Business Ownership 
 Cofounders Tamara Goddard and Corey Rich own this start-up company. The 
company is registered under the trade name Coaction Distribution Incorporated business 
                                                 
4 http://www.aircraftcompare.com/helicopter-airplane/Eurocopter-AS350-B3/233 
5 http://www.commercialtrucktrader.com/Bucket-Truck--Boom-Trucks-For-Sale/search-
results?category=Bucket%20Truck%20--
%20Boom%20Truck%7C2005161&type=light%2Cmedium%2Cheavy 
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#807267984. The GST number is 80726 7984 RT0001. As an incorporated company 
shares are currently held in partnership with 50% held by Tamara Goddard and 50% held 
by Corey Rich.  
 The company was incorporated under this business structure to broker future 
financial capital, as required, to deliver the services outlined in the vision and mission 
statements. By allocating 40% of the company’s shares for capital investment, we expect 
to provide flexibility in order to manage the projected growth of this business model 
more effectively.  
2.5 Business Location  
 The Coaction head office is centrally located in Vancouver BC, 3111 Renfrew 
Street, V5M 3K9. Coaction also services requests for photo and video asset inspection 
services throughout BC and the Yukon. 
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3.0 Business Products and Services   
3.1 Primary Company Service  
This section outlines Coaction’s products and services as a substitution for current remote 
asset inspections requiring helicopters and heavy-duty bucket trucks. It establishes the 
price of Coaction’s service offering, and compares this rate structure to competitor 
companies currently providing UAV services. Although the cost reduction is a focus of 
Coaction’s marketing plan, the company’s business strategy of quality customer service 
and reliability make their asset inspection services unique.  
3.1.1 Remote Asset Inspections 
 Companies using drones for commercial applications in western Canada are 
charging between $2,500 to $5,000/day for their services (See Competitive Analysis). 
This daily rate does not include time spent processing or refining photo and video clips, 
as required prior to photo and video submission. This rate does include two certified 
pilots, liability insurance coverage and the required UAV regulatory certifications from 
Transport Canada. Added to the cost structure of these UAV day rates are additional 
charges such as pre-flight consulting fees of $600 dollars and travel costs. 
 Coaction will promote a business strategy of customer service excellence and 
reliability, providing photo and video inspection services for a day rate of $3,000 dollars. 
In addition, Coaction will refund the pre-flight consulting fee of $600 dollars if a 
business contract extends to more than 7 days of fieldwork. To ensure these price 
strategies are sufficient to establish sales channels, the company will also waive any 
additional travel fees if a contract extends 3 months in duration (90 flight days). Coaction 
set these pricing strategies to establish long-term contracts with loyal business-to-
business cliental.  
 In those instances where it is more price effective to set contract rates by large 
repeat asset inspections, Coaction will diversify their pricing promotion to a per asset 
inspection rate. In order to determine this contract rate, Coaction will evaluate the current 
inspection procedures of interested companies during a pre-flight consultation. The 
benefit of this type of piecework contracting, beyond highlighting the direct cost incurred 
per asset inspection, is an opportunity for Coaction to evaluate a company’s remote asset 
 9 
inspection operation, while promoting a substitution that will maximize gross revenues. 
For instance, if a helicopter inspection service is able to inspect only 6 assets per day, yet 
Coaction’s drone pilots can inspect/document 12 assets per day, than the ratio of 
productivity is 2:1. In these instances the outcome of the initial pre-flight consultations 
with companies will determine the most effective cost structure by how much more 
efficient an aerial drone inspection is for a circumstantial remote asset inspections than:  
 A helicopter service operation   
 A bucket-truck service operation, or  
 An alternative service operation  
3.1.2 Business-to-Business Customer Service Policy 
Our asset inspection services are contracted under the following conditions:  
 The $600 dollar pre-flight consulting fee is waived for contracts leading to more 
than 7 days of fieldwork. Upon completion of the $600 dollar pre-flight 
inspection Coaction will provide a flat rate cost structure to companies at 20-30% 
lower than standard rate, or alternatively a daily contract rate of $3,000/day 
 The 55 cents/km travel cost for our services is waived for work that leads to more 
than 3 months in duration (90 flight days), and 
 $40/hr. is the rate for our basic digital submission including photos and video of 
key asset infrastructure inspection points. (If the client prefers a specific format 
extra digital processing charges, or software programing charges may apply) 
3.2 Secondary Company Products  
This section outlines our secondary company products of providing aerial photo 
stock/video stock and high-quality print photography for retail. Coaction provides the 
following two product offerings as supplementary revenue to our primary service of 
remote asset inspections. Because Coaction plans to travel to remote asset locations in 
BC and Yukon, the aerial imagery and video-clips they capture will already have a 
current market value. The companies that are interested in this aerial imagery and video 
include website companies, adventure/outdoor magazines and other interested purchasers 
such as travel agencies. Coaction will build a digital portfolio of their work, and structure 
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their prices on par with other companies currently selling: aerial photo stock, aerial video 
stock and high-quality print photography. 
3.2.1 Aerial Photo Stock and Aerial Video Stock  
 Photo Stock prices for quality aerial photos sell through contributor websites such 
as Wix.com for 2.99/each, giving the supplier of these photos 30% of revenue per 
download. Wix is an international company, which opens up extensive markets for this 
aerial imagery and video. Coaction will become a sales partner and use this established 
platform. In addition, Coaction’s website will also sell high-definition aerial video-clips 
for prices starting at $299/HD video and $399/4K video on their ecommerce website. 
These prices are on par with companies such as airstock.com.  
3.2.2 High-Quality Print Photography  
 Coaction’s prices for licensing aerial photos of print quality will match current 
market prices. At this time websites are selling this imagery for a range of prices from 
$20-$80 per license fee for a high-definition download. Purchasers include restaurant 
owners, coffee shops and other niche markets. Within this range, Coaction’s photos will 
be listed for $50/licence per high quality image.  
Figure A – Summary of Business Cost Structures  
 
Figure A provides a summary of our business cost structure for our primary company 
service of asset inspection, and our secondary business products of aerial photo stock + 
aerial video stock and high-quality print photography. 
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4.0 The Market  
4.1 Disruptive Technology (Aerial Robotics)  
 Growing market demand exists to utilize drones for commercial applications in 
relevant industries of agriculture, energy, utilities, mining, construction, real estate, news 
media, film production, delivery and security. Business Insider Intelligence predicts that 
12% of an estimated $98 B in cumulative spending across sectors will be applied to aerial 
drones over the next decade (Ballve, 2015)6. In the US this represents around $11.8 B 
dollars of spending allocated directly to commercial applications of UAVs (non-military 
or hobby based applications).   
 Comparatively in Canada, the growing market demand for UAV applications is 
estimated to be as large as $100 to $260 M from commercial operations over a 10-year 
period7. According to industry specialists, the top UAV applications to date support a 
variety of small to medium sized businesses such as agriculture, aerial imaging, 
construction, energy/oil, entertainment, infrastructure inspections and real estate. 
Transport Canada verifies this information, acknowledging how the regulatory agency is 
increasing permits yearly for commercial UAVs, which in the first quarter of 2015 
permitted 67 operations certificates throughout BC (See Appendix D – Transport Canada 
UAV Background and Statistics).  Considering this market uptake, UAVs offer 
technological advantages in (1) Asset inspections, (2) Video Marketing, (3) Aerial 
Surveying, (4) Delivery, and (5) Other. Table B below highlights the application of 
UAVs by market category. 
  
                                                 
6 This market is expected to grow with a compound annual growth rate (CAGR) of 19% 
between 2015 -2020BII 
7USC update to Canadian Civil UAS study  
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Table B – Application of UAVs by Market Category  
Asset Management  Aerial Surveying  Cinematography  Video Marketing  Other  
Power line Inspections Forestry Management  Movies  Real Estate  Fire Scene Inspections 
Railway line inspections Geophysical Surveys Documentaries  Tourism Destinations Insurance Claims  
Oil Pipeline Inspections Land Use Planning  News  Property Development  Crash Scenes 
Wind Turbine Inspections Mapping  Sporting Events Commercials  Monitoring Marine 
Animals  
    Agriculture  
    Anti-Pirate Operations 
    Border Controls  
    Flood Documentation 
    Research  
4.2 Competitive Analysis   
In BC there are about 20 companies offering services within these primary UAV 
applications. 25% of these companies are advertising their services on professional 
websites. A survey of these companies identified that:  
1. 2-3 companies are involved in using drones for industrial asset management  
2. 10+ companies are involved in aerial surveying with drones  
3. 3-4 companies are involved in cinematography (high-quality film) with drones  
4. 4-5 companies are involved in video marketing with drones 
5. 3-4 companies are involved in other applications such as search and rescue, 
insurance, security, and ecommerce delivery 
The most competitive market for these early adopters of UAV technology is in aerial 
surveying. Many experts are calling UAVs the “Quantum Leap of Surveying” 
acknowledging that two surveyors charging $50 to $220 per hour can compile 
topographic data on 5-10 hectares of land per day, while a UAV has the potential to map 
over 10 hectares with a 20-min flight pattern and sub-centimeter accuracy (Chris, 2015)8. 
                                                 
8 We find in optimal conditions, you can map up 110,000m² in one flight, with sub-centimetre 
accuracy. 
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Although a UAV combined with a camera technology works similar to Light Detection 
and Ranging (LIDAR) systems using expensive helicopter, it provides a much more cost 
effective way of creating detailed topographical survey maps.  
 Because surveying companies are already heavily invested in expensive LIDAR 
(such as McElhanney), it is expected that these companies will also quickly adapt to the 
next round of disruptive technology in order to maintain competitive in their industry. 
Coaction will avoid the business market of aerial surveying, as it is not expected that a 
competitive advantage can be maintained. Other UAV markets Coaction will not invest 
in include: cinematography applications, search and rescue, insurance, security and 
ecommerce delivery. Figure B below shows Coaction’s core competency and primary 
focus of technical asset management. Additionally, Table C provides a detailed 
competitor summary. 
Figure B – Survey of UAV Markets in BC   
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Table C – Competitor Summary   
Company  Market Focus Customers 
Channels:  
Location & Rate  Market Niche Advertising 
Aerial Vista 
Productions 
 
Estimated Size:  
Less than 5  
Aerial 
Cinematography & 
Video Marketing  
Film 
Companies, 
Tourism 
Companies, 
Victoria BC 
 
Rate: Minimum Call 
out is $600 for two- 
hours to create a Real 
Estate Listing. 
$1,600 for high-end 
Real Estate 
development, (Raw 
video). Extra charges 
along the way $2 -
$50,000 (Avg: $399 
4K to $299 HD Stock 
Photos)  
Providing Advertising 
and Video 
Cinematography 
Services, Advertising 
Tourism, Real Estate 
Marketing, Sporting 
Events and Selling Photo 
Stock  
Website and 
Google Pay-per 
Click Advertising 
AerialX 
 
Estimated Size: 
Less than 5  
Asset Management, 
Aerial Surveying  
Oil and Gas, 
Mining, Forestry 
Companies  
Vancouver BC 
 
Rate: Unknown 
Servicing Large 
Technical Commercial 
Markets Industrial 
Inspections and 
Mapping, Agriculture 
and Mining  
Website and 
Google Pay-per 
Click Advertising 
Accuas 
 
Estimated Size: 
More than 5 
Aerial Surveying   Engineering and 
Mining 
Companies, Oil 
and Gas, 
Agriculture 
Companies 
Salmon Arm, BC 
 
Rate:  
World Leaders in 
Unmanned Aerial 
Surveys (UAS), 3D 
Topographical Mapping 
and Aerial Imagery  
Website and 
Search Engine 
Optimization  
Big Sky Cam 
Aerial 
Photography  
 
Estimated Size: 
Less than 5 
Video Marketing  Real Estate 
Agents, Golf 
Courses  
Vancouver BC 
 
Rate: Unknown  
Image and Video 
Capture Real Estate & 
Architecture, as well as 
Sports Events  
Website and 
Search Engine 
Optimization  
Chartis  
 
Estimated Size: 
5-10 
Aerial Surveying  Construction, 
Forestry and 
Farming, 
Mining, Oil and 
Gas, Security, 
Wind 
Calgary Alberta 
 
Rate: Unknown 
Image Capture & CAD 
Processing, DEM 
Creation, Aerial 
Photography, Mapping 
and Surveying  
Website and 
Search Engine 
Optimization 
Cyperhawk  
 
Estimated Size: 
Larger than 10  
Asset Management 
and Aerial 
Surveying  
Shell, Exxon 
Mobil, 
ConocoPhillips, 
Total, Essar, 
OXY, Apache, 
Statoil, BP 
Europe, Middle East 
and Asia 
 
Rate: Unknown 
Servicing Large 
Technical Commercial 
Markets, Aerial 
Inspection and 
Surveying  
Website and Pay-
per Click 
Advertising 
Guardian UAV 
Services Canada 
 
Estimated Size: 
Less than 5 
 
Other and Aerial 
Surveying  
Variety  Canada wide 
 
Rate: Unknown  
Security, Fire/Search and 
Rescue, Precision 
Agriculture, Border 
Patrol, Pipeline Security, 
Aerial Surveillance, 
Aerial Photography 
Website & Search 
Engine 
Optimization  
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Heli Video 
Pros 
 
Estimated Size: 
Larger than 10  
Cinematography and 
Video Marketing  
NBC, 
Paramount, 
GMC, Universal 
Studios, Google, 
Red Bull, 
Canadian Tire, 
Arc’teryx,  
Canada wide 
 
Rate: $1,999/day 
Basic, $2,999/day 
Professional, $3,999 
Cinematic 
Leaders in Drone 
Cinematography for 
Film and TV.  Extremely 
High-definition 
videography and 
Commercial Advertising 
Website & Search 
Engine 
Optimization  
Jack Doheny 
Companies 
Group  
 
Estimated Size: 
Larger than 10  
Asset Management 
and Aerial 
Surveying  
Oil and Gas 
Companies, 
Surveying 
Companies  
Nisku, Alberta  
 
Rate: Unknown  
Large Technical 
Commercial Markets.  
Power line Monitoring, 
Cell Phone Tower 
Inspection, Windmill 
Inspection, Rail Road 
Inspections, 
Transmission 
Inspections, Smoke 
Stack Inspections, 
Bridge Inspections 
Website & Pay-
per Click  
JZ Aerial  
 
Estimated Size:  
5 to 10  
Aerial Mapping and 
Surveys, Aerial 
Photography, Aerial 
Videography  
Agriculture, 
Land 
Conservation, 
Real Estate & 
Land 
Development, 
Golf Courses, 
Mining  
Calgary Alberta 
 
Rate: Unknown, 
Sells Photos $30-
$100 
Large Technical 
Commercial Markets & 
Complementary 
Marketing Services  
Website & Search 
Engine 
Optimization  
Kaizen 
Kinetics 
Unmanned 
Systems  
 
Estimated Size:  
Less than 5 
 
Cinematography, 
Aerial Surveying, 
Video Marketing & 
Asset Management  
Oil and Gas, 
Real Estate, 
Other 
Companies  
Vancouver, BC 
 
Rate: Unknown 
Tourism, Movies and 
Entertainment, Real 
Estate Sales, 
Engineering 
Website & Search 
Engine 
Optimization  
SkyMount 
Unmanned 
Systems  
 
Estimated Size: 
Less than 5 
Staff 
 
 
Aerial Surveying, 
Video Marketing 
and Other  
Real Estate 
Companies, 
Developers, 
Business to 
Business 
Contracts 
Vancouver, BC 
 
Rate: $600 Site Visit, 
$2,500/Day  
Large Technical 
Commercial Markets & 
Complementary 
Advertising.  Aerial 
Mapping and Surveying, 
Aerial Search, Aerial 
Photography  
 
 
Website & pay-
per Click  
Valhalla 
Environmental 
Consulting Inc 
 
Estimated Size: 
5 -10 Staff  
Aerial Surveying  Regional 
Districts, 
AltaGas Ltd, 
Contracting 
Companies  
Coldstream, BC 
 
Rate: $2,000-
$5,000/day 
depending on the 
location  
Large Technical 
Commercial Markets 3D 
Surface 
Modeling/Mapping  
 
Website & Pay-
per Click  
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4.3 S.W.O.T Analysis  
 Coaction has the potential to create recurring revenue as an early entrant into this 
widening market opportunity. Challenges in this business opportunity include 
determining the exact cost of asset maintenance and the required downtime for equipment 
repairs. The notable threats in this S.W.O.T analysis include delays in completing aerial 
inspections due to harsh weather conditions (visibility or wind in excess of 20 km/hr.), 
and the high potential of an expensive aerial drone crash.   
Table D - S.W.O.T Analysis  
Strengths  Weaknesses  
-Well organized team with past experience 
in business development, contracting and 
sales 
-Technical background in mechanical 
engineering supported by over 10 years of 
trades experience across industrial sectors 
including robotics and automation 
-Marketing experience including website 
design and focused content outreach 
strategies  
-Large network of contacts to leverage 
including high-level managers and 
investors 
-Have not purchased the UAV technology  
-Require support from capital investors 
which dilutes profit margins 
-Have not taken the 2-day flight training 
program  
-Need to gain experience-flying UAVs to 
improve the term duration of a Specialty 
Flight Operations Certificate (SFOC).  
-Unsure of the true costs of asset 
maintenance including the downtime for 
repairs  
-Employee training for both asset 
inspection procedures and aerial drone 
flights 
Opportunities  Threats  
-Widening and growing market which 
includes other complementary 
opportunities  
-First to market ensures the company is 
developing and can proactively respond to 
the regulatory changes 
-The discovery of new applications through 
various procedures and the ability to price 
asset inspections on a flat rate per 
inspection.  
-Increasing the switching cost by locking 
-Changes to the regulatory body that 
prevent drone use or enable out of sight 
flight patterns  
-Market competition that evolves as 
companies decide to use drones themselves 
for internal procedures  
-Risk profile is large, as the company 
operations require taking on risks that 
many risk adverse companies avoid. Not 
only do the services require flights, they 
also require navigating remote access 
vehicles over remote areas (ATVs and 
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companies into the service offerings with 
the development of basic asset 
management software 
-Establishing recurring business revenue at 
the onset of an emerging market and 
maintaining this business through customer 
service excellence  
snowmobiles). This increases the insurance 
and liability costs of the company  
-Challenging weather conditions will have 
a tendency to delay flights and operations  
-Rapidly changing UAV technology 
-High-risk of an expensive aerial drone 
crash and significant resultant downtime   
In order to compensate for the aforementioned challenges and threats, Coaction has 
budgeted $80,000 for two UAV asset purchases. In addition to conservative estimates, 
used in the projections for flight inspections (Flight days), the company has allocated 
$10,000/year to maintaining UAV and light industrial equipment in the 5-year pro forma.  
4.4 Barriers to Entry  
 The barriers to enter this market are extremely low. This is primarily due to the 
low-cost asset purchase of aerial drones typically $20,000 – $40,000 for commercial 
technology (See Appendix E). As a result of this low capital cost, Coaction expects a 
rapid increase in service providers to emerge over the next 3-5 years across industry 
sectors. For many of these new entrants the main barrier will be business development 
costs (sales and marketing) required to establish new business contracts with large 
commercial clients. Coaction predicts this to remain a barrier for small to medium sized 
UAV enterprises.  
 Other less substantial challenges for new UAV service providers exist in 
navigating the Transport Canada Specialty Flight Operations Certificate (SFOCs), 
completing the two-day flight training ($1,000/person)9 , finding a suitable insurance 
company willing to brokerage their liability, and having the financial capital to purchase 
a commercial robotic technology combined with suitable camera technology.   
 
                                                 
9 UAV training can be received at Draganflyer Helicopter and provides basic flight drills, payload stability 
and flight safety training for piloting in certain weather conditions. This training is approved by Transport 
Canada 
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4.5 Buyers Power   
 Currently in Canada there are two growing non-profit organizations advocating 
for increased UAV applications, as well as several institutions promoting educational 
support for this disruptive technology. An analysis of direct statistics from Transport 
Canada (Pacific Region) shows a year over year increase in commercial SFOCs of 450% 
from 2010/2011, 490% from 2011/2012, 200% from 2012/2013 and 166% from 
2013/2014. Figure C depicts this increase in competitor licenses for UAV flights.  
 By 2020 Coaction expects competitors in all UAV market categories including 
asset management aerial surveying, cinematography, video marketing and other 
applications will rapidly approach perfect competition. Although there are only a handful 
of competitors directly competing for market share with Coaction, it is expected that new 
entrants will offer similar asset inspection services throughout Coaction’s target regions. 
Because few switching costs exist for business-to-business clients there is little penalty 
for moving to another UAV supplier (high buyer’s power). 
Figure C – SFOC Rate Increase by Region  
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4.6 Threat of Forward Integration  
 The most significant risk is companies that currently support small to medium 
sized UAV businesses, but in the future will vertically integrate this new technology into 
their internal operations. For this to take place, these companies would need to train and 
hire experienced UAV pilots and navigate SFOCs with Transport Canada.  
 For instance Amazon is a company that is aggressively preparing to adopt UAVs 
in the US markets for delivery applications. The company is currently monitoring the 
regulatory chokepoints set by the Federal Aviation Administration for out-of-sight flight 
patterns. Rather then contracting this delivery service to a small to medium sized UAV 
company, Amazon intends to use this technology for delivering books and other goods 
under 5lbs themselves (Smith, 2015)10. Like Amazon, other large companies traded on 
the stock exchange, which can create value to shareholders by vertically integrating UAV 
technology, are expected to increasingly do so: The primary focus of this robotic 
integration is to increase operational efficiency.  
4.7 Regulatory Environment  
 Transport Canada is the regulatory agency responsible for creating safety 
standards for UAVs and has been doing so since 1996. Over 15 years ago the ministry 
launched a national campaign to ensure safety procedures for commercial operators, 
while supporting this growing economic sector. As an operator of a UAV in 2015, under 
Transport Canada regulations you are required to obtain a permit in order to fly for the 
purpose of commercial applications. These flight permits are known as Specialty Flight 
Operations Certificates (SFOCS) and must be issued by Transport Canada through an 
application process. Notably from 2010 to 2014 Transport Canada issued 3,199 SFOC 
approvals across Canada which were based on two primary restrictions important for 
Coaction’s business services:  
 The first restriction is that the drone weigh less than 25 kg 
 The second is that the UAV flight paths remains in sight of the operator  
                                                 
10 Amazon estimates that it will charge customers $1 to have a package delivered 5.5 
miles with a UAV. The cost to the company is 10 cents 
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Other critical details of UAV regulations can be found in Transport Canada’s aviation 
requirements section 602.41 where flight constraints flight patterns to comply with Class-
G Airspace designations and remain below 300 feet in elevation. Typical heights of 
vertical asset infrastructure installed throughout BC and Yukon are:  
 50 to 180 ft. for standard transmission towers 
 65 to 200 ft. for standard telecommunications towers 
 250 to 500 ft. range for wind turbines  
 Transport Canada benchmarks that the current turnaround for SFOC applications 
requires 20 working days, with many new pilots on license on a case-by-case basis. 
Transport Canada confirms that an experienced pilot can receive an SFOC for terms of 1 
to 3 years if they are without incident. In order for new UAV pilots to navigate this SFOC 
process efficiently, organizations recommend consulting with the Canadian Centre for 
Unmanned Vehicle Systems (CCUVS). The organization charges $2900 dollars per 
SFOC and will help new applicants with their first application process to Transport 
Canada.  
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5.0 Company Business Strategy  
5.1 Summary  
  Coaction’s business strategy focuses on providing aerial photo and video asset 
management tools to companies with a combination of reliable customer service, and 
software innovation. Because Coaction recognizes that a business strategy of price 
leadership is insufficient to maintain a competitive advantage long-term, they are 
committed to investing in the following to differentiate their services:  
1) Reliability – Coaction will purchase two UAVs ($80,000), as well as lease new 
 ROV  equipment. This will ensure the company is able to offer 
 services  without interruption. Owning two UAVs will also enable 
 Coaction to better manage the efficiency of their contracts in order to 
 improve on timely contract delivery. Coaction has budgeted $10,000/year 
 for maintenance to ensure a reliable UAV service offering.  
2) Customer Service – Coaction will invest in a business development manager 
 ($60,000/year) whose primary role is customer service. This position 
 will maintain key relationships with appropriate sales channels, as well as 
 expand Coaction’s potential customer network. The business development 
 manager will coordinate with the marketing specialist to collaborate on 
 marketing materials ($12,000/year) and communications strategies. 
3) Research and Development – Because Coaction is in the position to develop 
 complementary digital software based on asset inspection procedures they 
 will invest in the development of software integration. This software 
 integration will combine the technical understanding (tacit knowledge of 
 procedure) of inspecting critical structural points on industrial 
 infrastructure, with the pre-planned flight patterns of an ideal UAV
 inspection. This software will interface the ideal user experience into its 
 programming algorithm. Coaction has budgeted Year 1 ($10,000), Year 2 
 ($15,000), Year 3 ($15,000), Year 4 ($60,000) and Year 5 ($60,000). 
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Coaction’s business strategy over the next five years is identified in the next sections. 
Table E predicts future market conditions using the current rate of commercial SFOC 
licenses, which identify an increase in competition and the benchmark rate of forward 
integration. Both of these projected trends converge to decrease market opportunity.  
Table E – Competition vs. Market Opportunity  
Year  Business Strategy  Competitors  Markets  Opportunity  
One  Current Products (full service 
photo/video data logging)  
6 100% Viable  
Two  Current Products (full service 
photo/video data logging)  
12 87.5% Viable 
Three Current Products (full service 
photo/video data logging)  
24 75% Viable  
Four  Future Products (the development 
of valuable software integrations)  
48 62.5% Possibly 
Saturated 
Five  Future Products (the development 
of software integrations) 
96 50% Possibly 
Saturated 
*Competitors are expected to double each year and markets are expected to reduce by 
50% in five years from forward integration. Coaction will need to develop sales channels 
early and maintain this network through customer service relationships.  
*This rate of vertical integration will divide potential business markets in half. First 
private sector companies will vertically integrate UAVs, and second crown corporations, 
which do not have the forward mobility, will follow. Although it is hard to predict this 
exact rate, certain companies may delay the adoption of this technology due to both 
issues of liability and public perception. 
5.2 Current Products (Full Services Photo/Video Data Logging) 
 Coaction’s short-term objectives in years one to three are to provide UAV 
services for remote asset inspections while maintaining customer service channels. In 
order to deliver this, the company is committed to servicing contracts in BC and the 
Yukon. Figure D highlights the decision to use UAVs for asset management. 
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Figure D – Focus, Differentiation & Cost Leadership   
 
5.3 Future Products (The Development of Software Packages) 
 Coaction’s long-term objectives in years 4 and 5, beyond offering productive 
customer service, are to defend any market share acquired by increasing their value 
proposition. Coaction intends to do so by offering complementary smart software 
packages that enhance the user experience of digital asset management (See Figure E – 
Software Prototype Example). The goal of this software is to develop key prompt 
commands capable of viewing specific asset conditions efficiently. The innovation of this 
software is in corresponding actual data points (timed video) logged by the company’s 
videographers with searchable commands. As Figure E highlights, Potential programing 
integrations in this proprietary software will include:   
 Keyword Search Tools 
 Video Start and Stop Commands   
 GPS coordinate Search Tools (Latitude and Longitude)  
 Elevation Search Tools (25 ft., 50 ft., 100 ft.)  
 Voice Search Commands (subject to cost/benefit analysis) 
 Other Data Displays  (ex. Distance to Facility)  
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Figure E - Software Prototype Example   
 
 
*Coaction gives permission to use the following software prototype example. 
 “To achieve success in early stages of growth a company must stand out. Often 
monopoly privileges will not be afforded by market gaps. This requires differentiation in 
product, service, process, or marketing.”(Atkinson, 2014)  
5.4 Core Competency  
Coaction will be a leader in a new emerging opportunity made possible by 
simultaneous advancements in aerial robotics and camera technology. These 
technological advancements provide increased efficiency and safety when compared to 
VAI inspections using helicopters, as well as provide insights the human eye cannot see 
such as: high-resolution imaging, thermal imaging and multispectral imaging. The core 
competencies of Coaction’s business service are the following:  
 Understanding UAVs are indeed an emerging market and disruptive technology  
 Establishing flight credentials and flight records early with Transport Canada  
 Knowing what needs to be inspected on various remote technical infrastructures 
 Having experience with information technology and digital imagery/video  
 Marketing to the right procurement and sales channels   
 Navigating to remote site locations using RAVs  
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5.5 Operations Timeline  
Our five-year operations plan, and company goals are summarized in Table F.  
Table F – Operations Timeline  
Goal  Yr.1 Yr.2 Yr.3 Yr.4 Yr.5 
Secure partnership investment for business model       
Purchase the required UAV technology ($80,000)       
Complete the two-day training seminar ($1,000/person)       
Acquire Radio Operators Certificate ($200)       
Acquire necessary licenses SFOC ($2,900)       
Register for business liability insurance ($3,455)       
Establish key marketing materials such as website ($300 + 
60 hrs.)  
     
Manage e-mail out and marketing strategy (300 hrs.)       
Monthly lease of RAVs ($1,625)       
Monthly lease pick-up truck ($450)       
Photo and video document various remote site assets (60 
days to 160 days)  
     
Edit and submit digital information to business clients (480 
hrs. to 1280 hrs.)  
     
Basic software development costs ($10,000 - $15,000)       
Employee training and retention costs ($10,000)       
Maintain equipment for UAVs and RAVs ($10,000)       
Manage A/R and A/P, as well as bookkeeping ($2,500)       
Maintain WCB compliance ($4,000)       
Develop improved software management application 
including: GPS coordinates, keyword searches and other 
functional complementary tools to the business model 
($60,000). License the software to recapture annual 
development costs.  
     
*For more detailed operations timeline See Appendix F 
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6.0 Marketing Plan  
6.1 Marketing Strategy  
6.1.1 Marketing & Sales Channels  
Coaction expands its business by marketing the following sales channels:  
 Pilot Projects – Coaction works with companies that are interested in UAV 
applications, but remain unfamiliar with UAV technology. Coaction develops 
custom pilot projects suitable for the specific asset inspection operations. 
 Bid Tenders – Coaction responds to open Requests for Proposal (RFPs) as 
companies begin to explore the usage of UAVs for various applications. Coaction 
will also follow up with identified company procurement managers.  
 Project Managers – Coaction extends service offerings through a network of 
mechanical engineers, civil engineers and electrical engineers.  
 High-Level Executive Mangers – Coaction increases its network of high-level 
executive managers in specific organizations informing them of the cost savings 
UAV services can provide to their asset management operations.  
6.1.2 S.M.A.R.T Marketing Schedule  
 Coaction maintains a presence on social media platforms using these platforms to 
inform marketing and sales channels with targeted campaigns. Each year the company 
commits 300 hours to marketing. This time is organized according to the following 
schedule in Table G in order to: manage and update the Coaction website; write and send 
out informative emails; and update the company’s social media platforms, which include 
Twitter, Facebook and Instagram.  
Table G – S.M.A.R.T Marketing Schedule  
Specific  Measurable  Attainable  Realistic  Timely  
Update website and 
focus on brand image 
and critical content: 
www.coactiondst.com 
 
Establish strong 
website visibility and 
usability while 
providing a 
professional 
introduction to the 
company services 
Goals: This first 
impression should be 
enough to draw 
inquiry and develop 
a strong brand 
connection  
Possible within the 
first three months  
30 hours of business 
development time at 
$40/hour ($1,200) 
Improve website and Establish a high Goals: First Page of Possible within the 30 hours of business 
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search engine 
optimization content 
through website 
analytics  
ranking website on 
both Google and 
Yahoo  
Google analytics for 
keyword searches 
(UAVs, Drones, 
Aerial Photography 
and Video) 
first six months with 
regular content 
updates and website 
monitoring  
development time at 
$40/hour ($1,200) 
Update a blog and 
connect social media 
feeds including 
Twitter, Facebook 
and Instagram. Link 
these social media 
feeds to our website  
Evaluate the amount 
of time people are 
spending on our 
website and how 
they are navigating 
the content using 
website analytics 
Goal: This data will 
be available within 
the first year of 
business and will 
inform us of our 
website performance  
Possible within the 
first year with 
regular social media 
updates and blogging  
30 hours of business 
development time at 
$40/hour ($1,200) 
Input client contact 
list in MySky CRM 
customized by sales 
channels  
Establish over 100 
direct contracts 
relative to the 
marketing and sales 
channels  
Goal: CRM should 
have 100+ contacts: 
25 pilot projects, 25 
bid tender contacts, 
25 project managers 
and 25 executive 
managers  
Possible within the 
first three months of 
business activity  
30 hours of direct 
marketing including 
events, business 
networking sessions 
and leads from our 
current network at 
$40/hour ($1,200) 
Write and manage 
direct outgoing email 
marketing strategy  
Send 12 direct email 
outs describing the 
company value 
proposition 
Goal: One email out 
per person for every 
month of the year  
Possible to deliver 
one informative 
email campaign per 
month  
60 hours of business 
development time at 
$40/hour ($2,400) 
Manage Twitter page, 
Facebook page and 
Instagram Page  
Post over 100 aerial 
digital videos and 
aerial photos for 
review  
Goal: Increase our 
following and 
website redirects 
from these direct 
activities. Gain over 
500 website clicks in 
the first year  
Possible within the 
first year of business 
activity  
60 hours of business 
development time at 
$40/hour ($2,400) 
Manage LinkedIn 
company page, add 
key contacts and 
expand business 
network  
Expand my business 
network to over 500 
contacts (currently at 
235 connections 
Goal: Increase my 
business network 
and establish over 50 
followers of the 
company page 
Possible within the 
first year of business 
activity  
60 hours of business 
development at 
$40/hour ($2,400) 
   Total Time  300 hours  
   Total Cost $12,000/year 
 
6.1.3 Coaction Brand  
Figure F – Coaction Brand  
*The Coaction brand is a salmon egg, which 
symbolizes the beginning of all things. To our 
company this is the starting point of business 
innovation.  
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6.1.4 Coaction Website  
Coaction’s website will provide information on asset management services displaying 
relevant aerial photos and video of flight patterns.  
Figure G – Coaction Website  
 
 
6.1.4 Email Newsletters 
 Working with a client relationship management data based called Mysky, 
Coaction efficiently manages marketing and sales channels. Coaction informs customer 
segments of our services and products through specific content targeted at each potential 
sales channel.  
6.1.5 Social Media (Twitter, Facebook, Instagram) 
 In the first year of business, Coaction will inform a network of online followers 
about the company’s products and services by posting aerial photography and aerial 
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video clips on Instagram and Facebook. These videos will also connect with Twitter hash 
tags directing backlinks to www.coactiondst.com.  
6.1.6 Linkedin Network Page  
 Linkedin has become a number one connecting point for professionals to network 
and share information about the company they work for. Coaction will leverage our 
current networks on Linkedin, as well as publish posts about specific company 
operations. Coaction will complete a cost-benefit analysis to evaluate using the Linkedin 
portal for paid business-to-business advertising. Using this medium it is possible to place 
targeted advertisements visible to individuals by job title, seniority, industry and 
company size.  
6.1.7 Business Finders Fee  
 To increase business marketing and outreach more indirectly, Coaction will off an 
incentive of a 5% contract dividend fee for any leads converted into flight time for our 
UAVs. This aggressive networking strategy aligns with Coactions business focus of price 
leadership in securing business markets early, as well as aligning ourselves with a 
network of service providers interested in UAV technology.   
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7.0 Financial Analysis 
7.1 Financial Summary  
 The following section reviews the financial structure of the business examining 
asset costs, start-up costs (monthly), asset depreciation, 5-year revenue projections, 5-
year financial pro forma, statement of cash-flows and concludes with a break-even 
analysis.  
7.1.1 Asset Costs  
Table H - Asset Costs  
Quantity  Asset Estimated Cost 
2 Aerial Drone $40,000 
1 Other Equipment (Radios/Computers)  $10,000  
*This asset purchase assumes a five-year fixed term loan payment at a 2.75% interest 
rate. Monthly payments are $1607.20, with a total interest cost over five years of $6,432. 
The loan repayment without interest for this period is $90,000 dollars.  
7.1.2 Start-up Costs (Monthly)  
Table I - Start-up Costs (Monthly)  
Quantity  Asset Estimated Cost 
1 Aerial Drone/Equipment  $1607.20/month 
1 Pick-up Truck 8ft Box  $420.00/month  
1 Remote Access Vehicle (Side x Side) $1,625.00/month 
  Total  $3,652.20/month 
*Note: A lease of a 2015 Polaris Ranger 570 Crew Side x Side was used for a Remote 
Access Vehicle  
7.1.3 Depreciation Schedule  
The combined cost of aerial drone technology and other equipment (radio/computers) 
worth $90,000 dollars is depreciated according to the following schedule.  
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Table J – Depreciation Schedule  
  Year 1 Year 2 Year 3 Year 4  Year 5 
Rate  15%  30% 30% 30% 30% 
Book Value $76,500  $53,550  $37,485 $26,239.50 $18,367.65 
Depreciation  ($13,500)  ($22,950)  ($16,065)  ($11,245.50) ($7,871.85)  
 
7.1.4 5-Year Revenue Projections  
Table K - Asset Inspection Services  
Year 1 Year 2 Year 3  Year 4  Year 5 
60 Flight Days 
 ($3,000/Day)  
90 Flight Days 
($3,000/Day) 
120 Flight Days 
($3,000/Day)  
160 Flight Days 
($3,000/Day)   
160 Flight Days 
($3,000/Day)  
480 Hours 
Videographer  
($35/hr.) 
720 Hours 
Videographer  
($35/hr.) 
960 Hours 
Videographer 
($35/hr.) 
1280 Hours 
Videographer  
($35/hr.) 
1280 Hours 
Videographer 
($35/hr.)  
*Important to note: The critical ratio of digital processing to flight time is 1 day: 8 hrs.  
Table L - Aerial Photo Stock + Aerial Video Stock  
Year 1 Year 2 Year 3  Year 4  Year 5 
10 Photos Sold 
(2.99/Photo), 
10 Videos Sold 
($299/Video)  
10 Photos Sold 
(2.99/Photo), 
10 Videos Sold 
($299/Video) 
10 Photos Sold 
(2.99/Photo), 
10 Videos Sold 
($299/Video) 
10 Photos Sold 
(2.99/Photo), 
10 Videos Sold 
($299/Video) 
10 Photos Sold 
(2.99/Photo), 10 
Videos Sold 
($299/Video) 
 
 Table M – High-Quality Print Photography  
Year 1 Year 2 Year 3  Year 4  Year 5 
10 Prints Sold 
($50/Print)  
10 Prints Sold 
($50/Print)  
10 Prints Sold 
($50/Print) 
10 Prints Sold 
($50/Print) 
10 Prints Sold 
($50/Print) 
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7.1.5 5-Year Financial Pro Forma 
Figure H – 5-Year Financial Pro Forma  
 
Critical Assumptions: Lead technician ($30/hr.), second technician ($30/hr.), videographer 
cost ($35/hr.), marketing specialist ($40/hr.), accommodation ($200.00/night), and the 
corporate income tax rate (13.5%). The expectations for wages have not been adjusted for 
inflation throughout the pro forma. $30-35/hr. is standard for technical labour.   
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7.1.6 Statement of Cash Flows  
Figure I – Statement of Cash Flows  
 
7.1.7 Monthly Operational Cost Analysis  
Figure J – Monthly Operational Cost Analysis  
 
Since Coaction will target large commercial business-to-business transactions they will 
need sufficient capital to manage Accounts Receivable (A/R) over a six-month period. As 
these A/R accrue Coaction will require start-up capital of $125,000 dollars to adequately 
balance cash flows during the first two to three years of business development.   
7.1.8 Break-even Analysis  
 In order to break-even every year the following business must be procured by our 
primary business service of asset management: 65 Flight days charged out at $3,000/day, 
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6 pre-flight consultations and $5,000 dollars of travel charges. In this break-even analysis 
conservative estimates were used for the sale of aerial photo stock + video stock and high 
quality print photography. Figure G highlights a summary of this break-even analysis. 
Coaction will need to sell 65 flight days, 6 pre-flight consultations, 520 hours of digital 
processing and $5,000 dollars in travel costs to break-even. That is approximately 3-4 
months of work photo and video documenting assets.  
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Figure K – Break-even Analysis Summary  
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8.0 Risk Assessment  
8.1 Summary  
The primary risks associated with starting up this company include the asset purchase 
costs, as well as the ability to repay the capital loan. Other risks to consider are as 
follows:   
1. There is increased liability with the operations of UAVs. Even under the 
protection of incorporated business frameworks improper usage of drones could 
place a company at risk with the potential of incident lawsuit.  
2. A crash of an aerial drone could cost $20,000-$30,000 dollars to replace and 
result in significant downtime for the business operations (1 to 2 weeks).  
3. Significant employee training and retention costs are expected due to the 
company’s service operations throughout BC and the Yukon. Travel expectations 
on employees will create high employee turnover.  
4. Transport Canada has confirmed they are drafting final UAV regulations in the 
Canadian Gazette set for implementation around 2016 to 2017. These regulations 
could potentially tighten up the current amendments adding additional 
chokepoints for UAV applications. At the same time these regulations may 
streamline UAV SFOCs to enable out-of-sight flight patterns.  
5. Transport Canada may follow suit with the U.S. Federal Aviation Administration 
(FAA) and require extensive flight training for the commercial operation of 
UAVs. This would greatly shift the required pilot credentials raising the barrier to 
entry and cost of employee training.  
6. Municipalities may regulate flight patterns, as public concerns and discussions are 
somewhat charged around the usage of UAVs in urban areas (regarding noise, as 
well as privacy).  
7. Companies may rapidly adopt this UAV technology into their processes and 
procedures with forward integration. This would cause third-party suppliers of 
UAV services to lose valuable contracts. 
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8.2 Discounted Cash Flows (20%)  
 Considering these risk factors, as well as other unknowns such as uncertain 
operating conditions, assumptions about the useful life of assets and disruptive changes in 
technology a high-risk factor of 20% was used to evaluate the following discounted cash 
flow from years one to five.  
Table N – Discounted Cash Flows (20%)  
Year Year 1 Year 2 Year 3 Year 4 Year 5 
Initial Capital Investment $125,000  
Cash Flow  ($14,742) $53,924 $115,275 $184,689 $184,234 
Discount Factor (20%) .8333 .6944 .5787 .4823 .402 
Discounted Cash Flow  ($14,742) $37,444 $66,710 $89,080 $74,062 
The total accumulated Company Equity expected in year five with a 20% discount rate is 
$252,554 
9.0 Conclusion  
 Significant competition, regulatory environments and the threat of forward 
integration are trends that will dominate this business opportunity over the next five 
years. Eventually, as this business plan projects there will be a rapid increase in market 
competition. Although it is difficult to predict the exact growth and rate of companies 
adopting UAV technology for the purpose of remote asset management, this technology 
will indeed disrupt the future of most economic sectors. During this cycle of adoption, 
Coaction may have an opportunity to access a UAV market niche early, gain brand 
reputation and establish sales channels through excellent customer service; however, the 
high-risk analysis of this business opportunity determine it to be too difficult to raise 
necessary start-up capital through investors due to a marginal long-term competitive 
advantage.  
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Appendix  
Appendix A – Gross Margin Calculation   
 Year 1 Year 2 Year 3 Year 4 Year 5 
Profit  ($14,741)  $53,924.35 $115,274.88 $184,689.25 $184,233.80 
Net Revenue $211,319 $310,919.90 $410,519.90 $573,319.90 $573,319.90 
Gross 
Margin % 
N/A 17.3% 28.1% 32.2% 32.1% 
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Appendix B – Break-even Analysis Details 
*the table inputs the minimum amount of flights days, and corresponding videographer 
hours to determine the break-even annual sales.  
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Appendix C – Insurance Policy 
 Transport Canada regulations describe in subsection 606.02 (8) of the Canadian 
Aviation Regulations that no SFOCs will be allowed without a valid $100,000 liability 
insurance policy. Examining various brokers it was determined that Thunderbird 
Insurance Brokers Ltd could provide this for brokerage for $3455 (Drone and Aviation 
Liability) and include a real estate surveying liability for an additional $1200. The total 
insurance policy for commercial applications is $4655. In order to for this insurance to be 
approved the following conditions must apply:  
1) Serial number to be in place prior to inception or no order given  
2) Insurer to see relevant CAA permission to fly prior to inception or no order 
given 
3) Operator to comply with section 2, 6.7 of UK CAP 722 –version 4 flight 
guidelines at all times 
4) Coverage excludes all forms of privacy related claims  
5) Return to home function set prior to each individual flight performed 
Additional requirements  
a) Operators must have a minimum of 25 hours of UAS experience and have 
successfully completed manufacturers training course.  
b) No losses/incidents in last five years  
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Appendix D – Transport Canada Regulatory Background and Statistics  
 The introduction of UAVs for commercial applications has to date been 
challenging for various businesses trying to navigate Transport Canada’s regulatory 
agencies. For instance Transport Canada requires SFOCs for UAVs weighing over 25 kg, 
or for any other airborne craft used for the purpose of a commercial service application 
because of safety and privacy concerns. Although the public perception of UAVs is 
shifting, as over 3,199 SFOCs were approved from 2010 – 2014 with low incident 
reports11, there remain moderate regulatory roadblocks constraining the growth rate of the 
UAV business market. In response to overwhelming need for improved regulations 
Transport Canada has ensured both hobbyists and those interested in commercial 
applications of UAVs that new amendments are being planned and that draft publications 
are coming soon to the Canada Gazette.  Transport Canada additionally confirms that 
their intentions are to create flight rules; establish classifications for small craft 
categories; identify their desired aircraft marking and outline final expectations for 
licencing and training. These forward-looking regulations are expected to remove 
roadblocks pertaining to the use of UAVs in certain commercial applications, a change 
that would proportionately increase the rates of adoption for drones in new business 
markets.  
Reviewing this information and conducting insight interviews provided a better 
understanding of the current regulations, as well as those proposed regulations. At this 
time because the use of commercial UAVs is a new concept for non-military applications 
Transport Canada is monitoring SFOCs to solve key problems regarding navigation, 
object avoidance, continuous flight and remote piloting (out-of-sight applications). Prior 
to Transport Canada releasing new draft publications in the Canadian Gazette, which are 
expected for release sometime in 2016 or 2017, they realize that monitoring the usage of 
drones through the current SFOC application process is perhaps the only way to better 
understand and regulate UAV applications. These regulatory barriers are indeed 
constraining UAVs flight patterns to low-altitude flights, flown by operators in line-of-
sight of a UAV craft weighing less than 25 kg. Interviewing industry experts with in-
                                                 
11 Transport Canada Correspondence  
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depth knowledge of Transport Canada standards determined the following key outlines 
for standardizing commercial regulations. The criteria is listed in order from most 
important to lesser importance of SFOC criteria:   
 Applications: The specific application of drones is the primary issue of 
safety and public concerns. Flying over populated spaces increases your 
risk profile. Flying over or near restricted areas raises privacy concerns.  
 Size and Type: Any drones weighing over 25 kg raise concerns over 
potential collisions with objects from high altitudes. Any drones of the 
micro category weighing less than 2 kg are prohibited.   
 Flying Speed: The speed that certain UAVs are capable of flying based on 
their manufacturing makes high-speed UAVs extremely dangerous.  
 Safety Precautions: In all SFOC applications the applicant must outline 
where, how, and what procedures are intended to be followed for a 
specific flight pattern 
 Pilot Credentials: Beyond having the required standard two-day training 
at a certified academy (Cost: $1,000) each flight and SFOC develops a 
safety relationship with the regional Transport Canada office. This flight 
record increases the potential to gain SFOC for up to 3 years.     
SFOCs issued by Transport Canada for UAVs since 2010  
Year 2010 2011 2012 2013 2014 2015 (to 
April 30th) 
Pacific 4 18 88 178 296 67 
Prairie and 
Northern  
30 58 143 247 354 74 
Ontario  20 39 91 309 734 82 
Quebec 3 10 11 120 127 89 
Atlantic  9 34 20 95 161 18 
Total  66 159 353 949 1672 330 
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Appendix E – UAV Description Example  
 The Dragan Flyer X4-ES is an Unmanned Aerial Vehicle (UAV) equipped with a 
Sony high-definition RX100-III 20.1mp camera and LiPo long-lasting high power 
batteries. This drone equipped with a powerful high-resolution camera, and a Carl Zeiss 
zoom lens mounted on a 2-axis stability gimbal this drone technology by the company 
Dranganfly, is potentially a market-ready innovation providing eyes-in the-sky at a 
fraction of the operating cost. With a Handheld Ground Control System (GCS) video is 
broadcast to a receiver in control of flight operations. Both still imagery documentation 
capabilities, as well as video documentation make this drone a useful tool for various 
commercial applications. Equipped with an onboard computer and 11 sensors the 
helicopter has a park mode, or GPS holding position, ensure an easy to use piloting 
critical for real-time video and photos. Flying the drone requires a two-day authorized 
flight-training seminar ($2300) where upon completion an operator can become familiar 
with basic flight drills, payload stability and flight safety in certain weather conditions. 
At a purchase price of $43,225.27 Taxes included, the drone and inspection equipment 
are together perhaps just an expensive hobby toy without a commercial market 
application to provide a suitable Return on this Asset (ROA). Again the purpose of this 
document is to determine the value proposition of this specific drone relative to various 
market applications; this is the point where technology intersects markets.  
 The cost breakdown and components of this purchase include:  
 1x Draganflyer X4-ES ($38,838.43 + Tax - Base Price Included)  
o 1x Handheld Ground Control System (Base Price Included)  
o 1x Qx100 & FLIR Tau Gimbal Tray 640 (Base Price Included)  
o 1x 20.1 mp Sony RX100 Camera (Base Price Included)  
o 1x X4-ES mapping package including Pix4D (Base Price Included)  
o 1x Two-axis stabilized GoPro Hero3 (Base Price Included)  
o 1x Transport Case (Base Price Included)  
o 5x Flight Battery Packs (Extra $445.70 Each)  
*Total costs with taxes and delivery include: $43,225.27  
*Two-day flight training ($1,000/person)  
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Other Information: The unit comes with a variety of replacement parts priced out as 
follows ($9,995 USD), Replacement upper canopy ($149 USD), Replacement landing 
strut assembly ($89 USD), GoPro Hero3+ brushless mount only ($1,149 USD), 
Replacement rotor pair ($99.95 USD), Clear body set ($238.95).   
Technical Summary: Each battery is expected to give the Draganflyer a 20-minute flight 
trajectory. The charging time per LiPo is 50 minutes. These units have been successfully 
tested and flown in various weather such as in light rain and snow conditions, 
temperatures as cold as -40C and as warm as +35C. Although not recommended the unit 
has been flown in winds as high as 50 km/hr12.   
 Picture:  
 
  
                                                 
12 Chris Ozmun, Customer Service and Sales at Draganfly  
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Appendix F – Operations Timeline  
Year One  
 Secure partnership investment for the business model  
 Purchase the required UAV technology ($80,000)  
 Complete the two-day training seminar ($1,000/person)  
 Acquire Radio Operators Certificate ($200)  
 Acquire necessary licenses SFOC ($2,900)  
 Register for Business liability insurance ($3,455) (annually)  
 Establish key marketing materials such as website ($300 + 60 hrs.)  
 Manage e-mail out and marketing strategy (300 hrs.)  
 Monthly Lease of RAVs ($1,625/Monthly)  
 Monthly Lease Transport Pick-up Truck ($450/Monthly)  
  
 Insurance Costs Pick-up Truck ($160/Monthly)  
 Develop and revise the cost structure as a price leader (N/A) 
 Photo and video document various remote site assets (60 Days)  
 Edit and submit digital information to business clients (480 hrs.)  
 Basic software development costs ($10,000) 
 Employee training and retention costs ($5,000)   
 Maintain equipment for both UAVs and RAVs ($10,000)  
 Manage A/R and A/P, as well as bookkeeping  ($2,500)  
 Travel expenses  ($200/night)  
 WCB compliance costs ($4,000)   
 
Year Two  
 Manage e-mail out and marketing strategy (300 hrs.) 
 Website Fees & Domain Registry ($300)  
 Business Liability insurance ($3,455)   
 Monthly Lease of RAVs ($1,625/Monthly)  
 Monthly Lease Transport Pick-up Truck ($450/Monthly)  
 Insurance Costs Pick-up Truck ($160/Monthly)  
 Develop and revise the cost structure as a price leader (N/A)  
 Photo and video document various remote site assets (90 Days)  
 Edit and submit digital information to business clients (720 hrs.) 
 Basic software development budget ($15,000) 
 Employee training and retention ($5,000)    
 Maintain equipment for both UAVs and RAVs ($10,000)  
 Manage A/R and A/P, as well as bookkeeping ($2,500)  
 Develop Client Relationship Management (CRM) 
 Travel expenses  ($200/night)  
 WCB compliance costs ($4,000)    
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Year Three  
 Manage e-mail out marketing strategy  
 Website Fees & Domain Registry ($300)  
 Business Liability insurance ($3,455)   
 Monthly Lease of RAVs ($1,625/Monthly)  
 Monthly Lease Transport Pick-up Truck ($450/Monthly)  
 Pick-up Truck Insurance ($160/Monthly)  
 Develop and revise the cost structure as a price leader (N/A)  
 Photo and video document various remote site assets (120 Days)  
 Edit and submit digital information to business clients (960 hrs.) 
 Basic software development budget ($15,000)  
 Employee training and retention ($5,000)   
 Maintain equipment for both UAVs and RAVs ($10,000)  
 Manage A/R and A/P, as well as bookkeeping ($2,500)  
 Develop Client Relationship Management (CRM)  
 Travel expenses  ($200/night)  
 WCB compliance costs ($4,000)   
 
Year Four  
 Manage e-mail out marketing strategy (300 hrs.)  
 Website Fees & Domain Registry ($300)  
 Business Liability insurance ($3,455)   
 Monthly Lease of RAVs ($1,625/Monthly)  
 Monthly Lease Transport Pick-up Truck ($450/Monthly)  
 Pick-up Truck Insurance ($160/Monthly)  
 Develop and revise the cost structure as a price leader (N/A)  
 Photo and video document various remote site assets (160 Days)  
 Edit and submit digital information to business clients (1280 hrs.)  
 Employee training and retention ($5,000)   
 Maintain equipment for both UAVs and RAVs ($10,000)  
 Manage A/R and A/P, as well as bookkeeping ($2,500)  
 Develop Client Relationship Management (CRM)  
 Find a secondary investor upon completion of a growth assessment  
 Develop improved software management application including: GPS coordinates, 
keyword searches and other functional tools complementary to the business model 
($60,000). License the software to recapture annual development costs.  
 Travel expenses  ($200/night)  
 WCB compliance costs ($4,000)   
Year Five  
 Manage e-mail out marketing strategy (300 hrs.)  
 Website Fees & Domain Registry ($300)  
 Business Liability insurance ($3,455)   
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 Monthly Lease of RAVs ($1,625/Monthly)  
 Monthly Lease Transport Pick-up Truck ($450/Monthly)  
 Pick-up Truck Insurance ($160/Monthly)  
 Develop and revise the cost structure as a price leader (N/A)  
 Photo and video document various remote site assets (160 Days)  
 Edit and submit digital information to business clients (1280 hrs.)  
 Employee training and retention ($5,000)   
 Maintain equipment for both UAVs and RAVs ($10,000)  
 Manage A/R and A/P, as well as bookkeeping ($2,500)  
 Develop Client Relationship Management (CRM)  
 Find a secondary investor upon completion of a growth assessment  
 Develop improved software management application including: GPS coordinates, 
keyword searches and other functional tools complementary to the business 
model. ($60,000). License the software to recapture annual development costs. 
 Travel expenses  ($200/night)  
 WCB compliance costs ($4,000)   
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